Dandy Mini Mart Plan 

/ 

• History: RJR lock-out during 1995. BAT became strong #2 company. 
PM payment = $605, BAT payment = $320. After completing the 
discovery process, RJR realizes the importance of contracting with 
Dandy( High volume, committed to the category, dominant gas/conv. 
chain in the area, embraces the industry approach, and aggressively 
implementing C/O store within a store). Signed contract at $315 in the 
top 6 volume locations. 

Short Term Goals(1997) 

• Bring market share and volume in line with the inflated contract 
payment. 

• Reduce buydown amounts to add profitability. Work with AM Jim 
Mclean to reduce both Dandy and Smokin Joe as they are competitors. 
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Source: https://www.industrydocuments.ucsf.edu/docs/ztbnOOOO 





• Sell RJR P/L Rainbow from Fleming/Altoona using the bundling 
approach(see attachment). Work with KAM Mitch McGovern on 
wholesale partners advantage of raising the price on Prime so Rainbow 
can be at parity. 

Increase RJR Full Price Business 

• Show Dandy profitability full price vs. generic using RPA and CAPS. 

• Sell price tier zoning in C/O and Gas/Conv. locations. 

• Aggressively promote Winston/Camel using accrual funds (example: 
Buy 10 cartons of Win/Cam with Dandy Frequent Shopper Card and 
receive a carton free). 

• Gain additional presents as Win/Cam built market share. 
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The Bundling Approach 

No single benefit of an RJR private label will successfully demonstrate 
the value that RJR adds to the category. Show the whole package. 

• Trade current P/L business (average 35 CPW) to RJR P/L will 
increase RJR contract payments up to $50(3 grids). Grand total for the 
chain would be $ 13,200 per year. 

• Increase accrual fund from $.10 per carton to $.35 per carton. Grand 
total for the chain would be $22,968 per year. 

• Doral share of category payment would be $6,361.60 @ $.35 or 
$9,088 @$.50. 

• Potential grand total of $45,256 added to the category. 
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Source: https://www.industrydocuments.ucsf.edu/docs/ztbn0000 




Long Term Goals 


• Become Category Advisor. 

• Become strong #2 company. 

• Gain merchandising presents by replacing BAT in remaining Dandy 
locations. 

• Establish Doral as the #1 generic brand by emphasizing brand equity 
over buydowns and pricing(GPC). 
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Contracts In 6 of the 22 locations These 6 locations account for 63% of 
the chain CIV, One location is classified as a CIO store within a store. 
Three more locations are scheduled to go to store within a store during 
1997 Including one new boarder location. 

Dandy has contracts with PM, Lor, Bat, and RJR(in 6 locations) 

Private label tor the chain Is Bronson but Prime Is in the higher volume 
stores. P/L share = 9.6% 

Average More volume = 400 cpw. 


Introduce RJR private label Rainbow. 

Establish RJR as ft 2 company in the 4 new CIO locations. 
Improve RJR presents at retail as RJR share grows 
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R J. Reynolds Tobacco Company [Confidential] 


Source: https://www.industrydocuments.ucsf.edu/docs/ztbnOOOO 






































































































































































































1st air 56 
Action Plan: 

Sell level 2 pack outlet contract into the top 6 Dandy volume locations. Level 1 pack outlet in smaller locations. 
RJR needs to get in the door. After we set up contracts, Implement buydowns on full price and savings to 
address BAT buydown on 6PC. Begin sending VAP promotions from Fleming. 


Results: 

Sold and implemented contracts in 4 locations. Buydowns and VAP promotions have had good success but PM and BAT are fighting 
and BAT are fighting our arrival wilh aggressive promotions and buydowns (Marlboro B4G1F, almost unlimited" 
quantities and Kool B1G1F). . 


Action Plan; 

Implement contracts in 2 more Dandy location. Aggressively build share using gap and celling strategy and VAP 
promotions. Build report with Dandy Mini Mart. 


Results: 

Doral grew 1.5%, Camel up .5%, Winston up .8% Dandy mini Mart pleased with the results of tire RJR program. 


W qtr 96 
Action Plan: 

Gain distribution on all Doral and Key Camel styles In the 2 locations contracted during the last quarter. 
Sell Rainbow to the contracted locations. 


Results: 
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